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We Do Our Part— 


Believing that the prosperity of the feed business and the 
welfare of the nation during the forthcoming months depends 
upon the spirit in which the feed industry accepts the President’s 
emergency program leading to national recovery, we the under- 
signed business firms and organizations endorse the National 
Recovery Act and pledge our whole-hearted support to President 
Roosevelt in his efforts to make it effective. 


The presentation of a united front in the crisis will do more to insure the suc- 
cess of governmental effort than any other factor and we welcome the opportunity to 
cooperate for a happier and more prosperous nation. 


Alllis-Chalmers Mfg. Co. 


Milling Machinery—Electric Motors 
Texrope Drive 


Milwaukee, Wis. 


Roy |. Campbell 


Commission Merchant, Grain and Seeds 


Milwaukee, Wis. 
Deutsch & Sickert Co. 


Feed, Grain—Cod Liver Oil—Meat Scraps 
Milwaukee, Wis. 


Donahue-Stratton Co. 
Shippers of Grain and Feed 


Milwaukee, Wis. 


Feed Supplies, Inc. 
Ingredients for Mixer Dealer 
Milwaukee, Wis. 


Franke Grain Co. 


Feed and Grain 
Milwaukee, Wis. 


Fraser-Smith Co. 


Grain Merchants — Consignments Solicited 
Milwaukee, Wis. 


Froedtert Grain & Malting Co. 
Feed and Grain 
Milwaukee, Wis. 


Johnstone-Templeton Co. 
Grain Commission Merchants 


Milwaukee, Wis. 


Leonard J. Keefe 


Commission Merchant, Grain and Seeds 
Milwaukee, Wis. 


Chas. A. Krause Milling Co. 


Manufacturers of Famous Badger Feeds 
Milwaukee, Wis. 


Milwaukee Tallow & Grease Co. 
Big Chief Meat Scraps 
Milwaukee, Wis. 


| Mohr-Holstein Co. 


Receivers and Shippers of Grain 
Milwaukee, Wis. 


Northern Milling Co. 


Manufacturers ‘‘Wisconsin’’ Rations 
Wausau, Wisconsin 


The Paetow Co. 


Feed, Grain and Screenings 
Milwaukee, Wis. 


M. G. Rankin & Co. 


Feedstuffs 
Milwaukee, Wis. 
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MARKET APPEAL means what your customers want. 
Poultrymen want not only a well compounded ration— 
they also want adequate Vitamin D in that ration. And 


Vitamin D, with the utmost in economy, means Nopco XX. 
It is also rich in Vitamin A. 


Vitamin D in adequate amounts is essential 
for flock health, best egg production, strong 
well textured shells, and a minimum of eggs 
which do not grade up as “firsts.”? With busi- 
ness what it has been for the last couple of 
years, a poultryman must obtain all these re- 
sults; it’s the only way he can keep his head 
above water. The cost of Nopco XX? Only 
a tiny fraction of the total feed cost. Two 
extra eggs per bird per year pays for Nopco 


XX—as a matter of fact, it pays for itself 
many times over. 


THEN TOO—large poultry operators will 
soon be putting their birds into laying quar- 
ters. To you, this means an even stronger de- 
mand for Nopco XX Cod Liver Oil in your 
mashes. Its highly concentrated Vitamin D, 
its standarized and uniform potency, its 
economy, have made Nopco XX the choice of 
thousands of the country’s best poultrymen. 


NOPCO XX IS RICH IN “MARKET APPEAL” 


Steadfast in Potency * Dependable in Results 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO 


KANSAS CITY 


SAN FRANCISCO 


EXECUTIVE OFFICES: 38 ESSEX STREET, HARRISON, N. J. 
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The Dealers Paper 
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E-Z FED FOX 
FOOD Cereal and Meat 


Meals and Cubes 
Manufactured by us 


ARE an ideal adjunct to the regular 
feed lines carried by dealers located in 
Fox Ranch territory. “E-Z FED”’ is 
an established brand among fox breeders 
throughout the Northwest. 


Include an order in your next MIXED 


CAR shipment of our 


FLOUR—MILL FEEDS—DAIRY 
FEED—POULTRY FEED  e 


We can supply you with all the feed require. 
ments of the Fox Rancher, including TOASTED 
BREAD CRUMBS and OVEN TAILINGS. 


We are looking for a live wire Distributing Agent in 
your town. Write for samples and prices. 


ISCONSIN MILLING CO. 


Menomonie, W isconsin 


Minnesota 


MINNESOTA GIRL FLOUR in your 


next car of 


CAPITAL FLOUR MILLS, INC. 


FLOUR 


You can increase 

your flour sales by 

recommending 
MINNESOTA 
GIRL FLOUR. 


: A trial will prove its 
merits. 


Let us include some 


‘ Queen Wheat Feed 
Cherokee Pure Bran 
Cherokee Middlings 


WIRE US FOR PRICES 


MINNEAPOLIS, MINN. 
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Don’t Overlook 


Diamond 


for your mash formulas 


Here are 3 big advantages of includ- 
ing Diamond Corn Gluten Meal in 
your poultry mashes as a 1% replace- 
ment for meat scraps— 


1. A substantial saving on ingredi- 
ent costs. 


2. Increased egg-producing ability, 
(proven in actual tests.) 


3. The addition of Vitamin A to 
the mash (a highly important vitamin 
for laying mashes as well as starting 
and growing mashes.) 


Poultry feed mixers everywhere are in- 
cluding Diamond as 10% to 12% of 
their registered b ands of mash. 


CORN PRODUCTS SALES CO. 


NEW YORK CHICAGO 


DIAMOND CORN GLUTEN MEAL 


43% PROTEIN GUARANTEED 
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WARNING 


...Good heavy feeding months just 


to be a much heavier demand for 


good reliable brands of mixed feeds than you 


have had in years. 


Those 9 months can go a long way in helping 
YOU make up for the past three thin years: — 
Let Arcady Feeds help you!—They can 


and will — 


and how! 


ARCADY FARMS MILLING COMPANY 


223 W. JACKSON BLVD. 
CHICAGO, ILLINOIS. 


ahead. Step your business machine 


up a few notches! There is bound 
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Federation Holds District Meetings 
To Speed Trade Code 


Glens Falls, N. Y., District Goes on Cash 


NEW district organization has 
A been formed by the grain mer- 
chants of the northeastern sec- 
tion of New York state who 
have adopted the name of Upper Hud- 
son Grain Dealers association. Plans 
were completed at a meeting held at 
the Queensbury hotel, Glens Falls, July 
20, which was attended by 30 dealers. 
H. M. Parks, Glens Falls, is presi- 
dent and J. P. Hager, Fort Edward is 
secretary. The territory, which em- 
braces the counties of Saratoga, Warren 
and Washington, has been divided into 
five districts, with one dealer serving 
as chairman for each district. It is ex- 
pected that new districts may later be 
formed as dealers join the organization. 
The new association is affiliated with 
the Eastern Federation of Feed Mer- 
chants. Several of the dealers who have 
been regular members of the federation 
praised the work that is being done by 
the officers and urged their associates 
to give full support to the new projects 
that are being undertaken, particularly 
the trade recovery code and a unified 
advertising program. 

A group of 15 members near Glens 
Falls adopted the cash plan, effective 
August 1, and are enthusiastic over their 
experiment. Newspaper advertisements 
and notices sent by mail advised their 
customers of the “new deal” and the 
early response indicates that it has been 
accepted as a “trend of the times”. The 
only exceptions to strict cash are the 
following outlined in the code signed 
by the dealers: (1) Sales to state, coun- 
ty, town or other subdivisions of the 
government. (2) Sales to corporations— 
not to exceed 30 days’ credit. (3) Job- 
bing and accommodation sales to other 
bona fide established dealers, not to ex- 
ceed 30 days’ credit. (4) Sales on ac- 
counts carried in the name of property 
owners whose premises are occupied by 
tenants or managers—not to exceed 30 
days’ credit. 

Dealers have agreed to accept no 
notes, either secured or unsecured, but 
will take post-dated checks carrying the 
date of the monthly milk checks. 

The firms which have subscribed to 
the cash code are: Fort Edward Mills, 
Fort Edward; Fred McKinney, Hud- 
son Falls; Adirondack Farmers Cooper- 
ative Exchange, Fort Edward; Marshall 
& Carlisle, Hudson Falls; H. B. & H. 


M. Parks, Glens Falls; J. M. Varney 
Co., Glens Falls; Mack & Kennedy, 
Glens Falls; George Moore, Argyle; B 
A. Martine, Glens Falls; L. C. McMur- 
ray, Glens Falls; D. E. Copeland, Ar- 
gyle; Major M. Goodrich, Schuylerville; 
Cyrus Washburn, Gansevoort; C. A. 
Hamm, Grangerville, and R. B. Lewis, 
Warrensville. 

W. A. Stannard, secretary of the fed- 
eration, was guest speaker at the meet- 
ing. He explained the program which 
the organization has undertaken and 
asked for the complete cooperation of 
all of the dealers. 

A committee to draft laws, headed 
by Mr. Mack of Glens Falls, will re- 
port at the next meetng which will be 
held in about a month. 


Plan Special Meeting 
At Potsdam, N. Y. 


HE code which wili govern the 

eastern feed trade under the Na- 

tional Recovery Act is nearly 

completed and Fred M. MclIn- 
tyre, president of the Eastern Federa- 
tion of Feed Merchants, expects to pre- 
sent it to the national authorities within 
a few days. 

Charles D. Campbell, executive secre- 
tary, has been working tirelessly since 
the Buffalo convention to whip the code 
into shape. Conferences have been held 
with trade leaders from all sections of 
the country and with eastern dealers. 


Drafts of the code will be submitted . 


to the members as soon as they are 
available and Mr. Campbell will draw 
up the final code based on comments 
and recommendations sent to him. 

The federation has given assurance to 
the authorities that it will cooperate in 
every way possible in the program for 
national trade recovery. 

A special meeting of the Eastern Fed- 
eration of Feed Merchants will be held 
at Potsdam, N. Y., August 15, to con- 
sider the adoption of new by-laws and 
other important matters, including the 
trade code which will be shortly pre- 
sented to the administrator of the Na- 
tional Recovery Act. Notices of the 
meeting have been mailed to all mem- 
hers with copies of the proposed changes 
in the by-laws and it is expected that 
a large number will attend. 
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WO new district organizations 

i are expected to be created dur- 

ing August or early September 

in widely separated sections of 
the Eastern states. One embraces the 
territory near Pittsburgh, Pa., and the 
other the two counties on Long Island, 
Ne 

The Southwestern Pennsylvania deal- 
ers have already had some preliminary 
meetings headed by the enthusiastic 
leader, C. Earl Steel, Indiana, Pa., and 
it is expected that a large membership 
will rally when the invitation is given 
at a meeting to be held the latter part 
of August. The dealers are particular- 
ly interested in helping make the indus- 
trial code a complete success and in 
working with other district groups to 
promote the general welfare of the trade. 

Mr. Steel and his associates are on 
their toes to make their organization 
one of.the largest and most successful 
of all of the district groups. He has 
invited the federation to send a speaker 
to explain the activities of the organiza- 
tion and assist in launching the new 
district association successfully. 

Daniel Levy, Bay Shore Feed Co., 
attended the convention of the federa- 
tion held recently at Buffalo and _ be- 
came so enthusiastic that he is deter- 
mined to organize a district association 
among the dealers on Long Island, N. 
Y. A meeting will soon be called and 
Mr. Levy expects that a large propor- 
tion of the [sland dealers will enroll. 

“After seeing the importance of a 
trade organization when I attended the 
Buffalo convention,” said Mr. Levy, “I 
am convinced that we will lose a great 
opportunity if we do not immediately 
form a district association so that we 
may lend our aid in the great work 
that the federation is doing.” 


JONESVILLE mill, Jonesville, 
Mich., which has been closed since last 
spring, has reopened for business under 
the management of Fred H. Clearwater. 


JOE STRAUB, Lomira Elevator Co.. 
Lomira, Wis., returned recently from a 
vacation trip through the Dakotas. He 
was accompanied by Mrs. Straub. 


J. L. KLECKNER, Kleckner Eleva- 
tor Co., Neillsville, Wis.. departed July 
20 for a vacation in Michigan. 
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Satisfied Users Help Dealer 


Win New 


SLOGAN, ‘Use tthe User,’ 
A has helped us make many 
‘plus’ sales of feed and re- 

lated lines,” 


declares H. W. 
Smith, feed dealer, Butler, N. J. “A 
satisfied user 


can, in many _ cases, 
assist in making sales to new customers 
and I think that too few feed dealers 
follow up their satisfied users in order 
to get additional business. We make it 
a practice of contacting our custom- 
ers regularly in order to get informa- 
tion concerning new prospective cus- 
tomers. 


—Better Built Bags 


BAG FACTORIES « COTTON MILL « BLEACHERY 


TALK Asovut sacs! 


(Quoted from Customers’ Letters) 


“| cannot resist giving your 
artist a word of praise. This is the 
most acceptable design I have ever 
seen in the first make-up by the 


artist and entirely from verbal in- 


struction. 


tunity to pass on a number of 
designs from plants of both... 
and ... and the attractiveness of 


this design, frankly, is a real sur- 


prise to me.” 


| 
| WERTHAN BAG CORPORATION 
| NASHVILLE — NEW ORLEANS 
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I have had the oppor- 


Customers 


“These contacts are made by phone 
in the evenings when our customers are 
most likely to be at home. If a satis- 
fied user can think of no one to recom- 
mend at the time we call, he will often 
call us back at a later date, giving us 
some good leads to follow up. We get 
calls of this kind all the time and our 
satisfied users are now our best sales- 
men. 

“We also make it a practice of using 
the user when we wish to convince a 
Doubting Thomas that a certain type 
feed or method of feeding is of benefit 
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to poultry and cattle. We have gained 
a number of adherents to summer feed- 
ing in this territory simply by taking 
prospects around to see the results ob- 
tained by satisfied owners of summer- 


fed cattle. 


“If a poultryman is dubious about 
the results he can obtain with a certain 
type feed we take him around to see 
a satisfied user of the product. When 
the prospect gets a glimpse of the heal- 
thy flocks and hears the satisfied user 
talk about his high quality egg produc- 
tion, we have little difficulty in landing 
the business of the skeptic. 

“‘Use the User’ not only helps sales 
but it helps the salesman the feed dealer 
employs on the outside to dig up busi- 
ness. All salesmen working under pres- 
sure have their selling slumps and when 
a man gets into this mental frame of 
mind, the best way to pul! him out of 
it is to give him the names of a few 
satisfied users with instructions to see 
these individuals. 

“Interviews with satisfied users put 
new pep in salesmen because the satis- 
fied users speak enthusiastically about 
the results procured with poultry and 
animal foods. It is also a good plan 
to give satisfied user leads to salesmen 
just starting out to contact farmers, 
poultrymen and stockmen in a territory. 

“By the time the new men_ get 
through talking to a few satisfied cus- 
temers they have absorbed some ex- 
cellent talking points about everything 
from concentrated cod liver oil and fish 
meal to prepared calf foods and pig 
swill. 

“Then too, it often peps up a sales- 
man to have him make his first call each 
morning on a satisfied user. The en- 
thusiasm manifested by the customer 
for certain standard feeds is imparted to 
the salesman and gives him a sincere 
belief in the saleability of the products 
he is offering. Such confidence is abso- 
lutely necessary before a salesman can 
20 out to sell feed or anything else. 
Some salesmen are stoical plodders who 
go along day after day getting average 
results with little need of outside stim- 
ulus, whereas others, the more emo- 
tional type, are as temperamental as 
cpera singers and take psychological 
slumps occasionally. Such salesmen are 
often hig producers when they do pro- 
duce, hence it pays to spend a little 
time with them when they are in the 
doldrums. 

“Large sales organizations handle 
this problem by holding sales confer- 
ences. sales meetings with pep speak- 
ers, writing ginger letters, etc., but the 
average feed dealer cannot do these 
things. The satisfied user is an ideal 
substitute and we resort to this pep- 
producing medium regularly to keep our 
two outside salesmen working at max- 
imum all the time.” 


NEW FUTURES FIRM 


A new firm to be known as the Had- 
den-Paetow Co., Inc., is being organized 
in Milwaukee, Wis. The concern will 
deal in grain futures. Elmer Paetow 
is president and Herbert Hadden is sec- 
retary and treasurer. Both men are 
well-known in the grain and feed trade. 
Mr. Paetow is head of the Paetow Co., 
Milwaukee. He announces that the new 
firm will have no connection whatever 
with his present organization. Offices 
of the newly former company will be 
in the Chamber of Commerce building. 
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Central Association Launches Plans 
For ‘Trade Practice Code 


Will Conduct Big Drive for New Members 


competition for the retail feed in- 

dustry were considered at a spe- 

cial meeting of the executive com- 
mittee of the Central Retail Feed asso- 
ciation at the Plankinton hotel, Milwau- 
kee, July 31. Tentative agreement was 
reached with respect to the more im- 
portant federal recommendations and a 
committee of three was appointed to 
carry on the work among dealers in 
the association’s territory through its 
own activities and through employment 
of a field representative. 

This committee, including Roland 
Reinders, Elm Grove, Wis.; James H. 
Vint, Union Grove, Wis., and David K. 
Steenbergh, Milwaukee, represented the 
Central Retail Feed association at a 
meeting of representatives of feed 
dealer organizations, called by the Grain 
& Feed Dealers National association, 
which was held at the Congress hotel, 
Chicago, August 10. 

Stores Open 52 Hours 


Wage and hour minimums in _ the 
president’s reemployment agreement 
which all employers have been asked 
to sign pending adoption of trade codes 
were generally approved subject to fur- 
ther investigation of present practices 
and requirements. No employee may 
work an average of more than 40 hours 
a week or more than a total of 1,040 
hours during any period of 26 weeks. 

Minimum wages are prescribed at 
$15.00 per week in cities of over 500,- 
000 population, $14.50 between 250,000 
and 500,000, $14.00 between 2,500 and 
250,000 and $12.00 in towns of less than 
2,500 inhabitants. The maximum num- 
ber of hours which any retail feed es- 
tablishment may be open for business 
was tentatively set at 52 per week. Pres- 
ent business weeks range from 60 to 
80 hours, with, the average at 66 or 69, 
depending ow whether or not the store 
is open Saturday evenings. 

Sales for delivery beyond 90 days 
from date, and/or at prices guaranteed 
against decline, and/or subject to re- 
bate or trade inducements which have 
the effect of reducing the price and can- 
cellations without full payment of carry- 
ing charges plus any market differen- 
tial are prohibited. Carrying charges 
are to be figured at one-third cent (%c) 
per barrel of flour per day after delivery 
date, one cent (lc) per ton of millfeed 
per day or two cents (2c) per ton of 
commercial and other feeds per day. 

To assure feed store operations on 
a fair profit basis necessary to main- 
tain employment at adequate wage lev- 
els, no dealer may offer any feed or al- 
lied product for sale at any price which 
does not reflect full replacement cost 
plus a reasonable allowance for cost of 
handling and overhead including such 
items as interest on capital, rent, wages 
and_ salaries, advertising, accounting, 
market risk, credit, deliveries and other 
services which may be supplied. 

Fifteen per cent (15%), with a unit 
minimum of $3.00 per ton, was estab- 
lished as the lowest markup to be per- 


P'eemvettion for a code of fair 


Torrid weather did not deter the members of the executive committee of the Central 
Retail Feed association from eon | all day to shape a code of trade practices for retail 


feed dealers in line with President 


mitted in order to assure this necessary 
fair profit. Basic prices are all to be 
figured on replacement cost as of date 
of sale and the 15 per cent (with mini- 
mum of $3.00 per ton) markup is to 
cover cash and carry sales only. A 
higher rate, depending on costs of the 
individual dealer, is required when 
credit is granted and other services such 
as delivery furnished. The $3.00 per 
ton unit minimum is the same as the 
wheat flour millers are allowed in their 
code to cover their cost of handling, 
selling expense and insurance against 
market fluctuations for millfeed. Mem- 
bers of the Central Retail Feed asso- 
ciation believe that similar costs for 
feed store selling to consumers should 
naturally be higher than wholesale sell- 
ing costs but are tentatively accepting 
this same figure as a cash at-door ton 
lot minimum. 


The president, through the secretary 
of agriculture, is petitioned to license 
all retail feed dealers who are defined 
as persons, firms or corporations en- 
gaged in the retail distribution of feed, 
flour and allied products and owning 
or operating a mill or warehouse in 
which is kept a stock sufficient to meet 
the needs and requirements of the com- 
munity and having an office which is 
epen daily during business hours and 
in charge of a person competent to at- 
tend to the wants of patrons. Licenses 
are not to be issued and the retail sale 
of feed and allied products, including 
millfeeds, by-product feeds, feed concen- 
trates, feed grains and feed specialties, 


THE FEED BAG—AUGUST, 1933 


oosevelt’s National Recovery Act. 
right, are Roland Reinders, David K. Steenbergh, W. N 
Seated in the lower row are R. P. Guptill, James 


left to 
. Knauf, and S. G. Sorenson. 
int, S. E. St. John, and J. E. Davis. 


is not to be permitted by other than 
those classified as legitimate retail feed 
dealers in accordance with the above 
definition. This would prevent truckers, 
other direct sellers and types of stores 
which primarily handle other products 
but offer limited amounts of feed as 
leaders from illegitimately competing 
with established feed dealers. 

Problems involved in connection 
with the administration and enforcement 
of a code and with respect to manu- 
facturing and grinding opcrations were 
discussed and no tentative agreements 
reached as it was felt that administra- 
tion would depend on the extent of co- 
operation with other associations and 
that manufacturing and grinding prob- 
lems would be covered in the proposed 
code now being prepared for the com- 
mercial mixed feed industry. 


Plan Membership Campaign 

The Central Retail Feed association 
has been one of the outstanding trade 
organizations of the feed industry since 
it was organized in 1926. It has, how- 
ever, lost a Jarge number of members 
during the past three thin years and 
to make up for this loss of strength 
as well as to permit all within its ter- 
ritory to enjoy the full benefits of the 
Agricultural Adjustment and National 
Industrial Recovery Acts an intensive 
membership campaign is being planned 
for the ensuing few months. Every feed 
dealer in Wisconsin and adjoining states 
will be personally solicited either by 
a present member or by the field rep- 
resentative who will be employed within 
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the next few days. 

President Roosevelt is urging all busi- 
ness men to join their trade organiza- 
tions and business men need trade as- 
sociations more than ever before to se- 
cure benefits of the new deal. As a 
special inducement to join the Central 
Retail Feed association, the flour mills 
and feed shippers of Minneapolis, with 
Charles Van Horssen of the Washburn- 
Crosby Co. as chairman of the com- 
mittee in charge, will award a full mixed 
car of flour and feed to some lucky 
member of the association. Every new 
and old member will have at least one 
chance to win this car and he may 
also have an additional chance for every 
new member he secures. Secondary 
prizes to quicken interest in the mem- 
bership campaign are also expected from 


shippers at Milwaukee, 
other centers. 

Plans for organization of a Central 
association feed dealers’ collection 
agency were also considered by the ex- 
ecutive committee. Final arrangements 
were not made because of the pressure 
of business in connection with the code 
and membership campaign but a com- 
mittee was appointed to work out de- 
tails so that the collection agency may 
be put into operation before the end 
of this calendar year. 

J. E. Davis, Amery, Wis., president 
of the Central Retail Feed association, 
presided at the executive committee 
meeting. Other members present were 
Roland Reinders, Elm Grove, vice pres- 
ident; David K. Steenbergh, Milwaukee, 
secretary; R. P. Guptill, Genoa City, S. 


Chicago and 


Ittakes Good Feeds to 
be selling these days 


Feeds that go farther—that make the feeder’s dollar go far- 
ther—are certainly the right sort to be selling these days. 
Quaker Feeds arethat kind. Whether they are for poultry, 
hogs, cattle, or dairy herds, this complete, tested line of 
scientifically balanced feeds produces better results per 
dollar expended than unscientific home-mixed feeds or 
ordinary feeds.... Write for our profit-making Selling 


Plan for Quaker Dealers. 


THE QUAKER OATS COMPANY, CHICAGO, U. S.A. 


BUY QUAKER FEEDS 


IN STRIPED SACKS 
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G. Sorenson, Tomah, and W. N. Knauf, 
Chilton, directors and S. E. St. John, 
Minneapolis, and James H. Vint, Union 
Grove, past presidents. 


INDIANA 


C. R. Paul has purchased the Avery 
elevator and is operating a feed, grain 
and coal business. 

Richmond Milling & Grain Co., Rich- 
mond, is installing new machinery and 
expects to operate on full schedule in 
the near future. 

Waggener & Son, Gosport, have in- 
stalled a new hammer mill and corn 
sheller and improved their plant. 

K. & A. Seed Co., Fort Wayne, has 
changed its name to the Allied Seed Co. 

James L. Bashia & Sons have pur- 
chased the Thornburg Feed & Coal Co., 
Farmland, and will operate it under the 
name, B. & B. Feed & Coal Co. 

J. Frank Bowman has taken over the 
Community mill, Edinburg. 

E. D. Haley has taken over the J. M. 
Gorham feed store, Portland. 

Goodrich Bros. Co., Winchester, re- 
cently celebrated its 35th anniversary. 


Secretary Wallace Will 
Address Farmers 


Henry A. Wallace, secretary of agri- 
culture, will speak to the farmers of 
America at the Century of Progress 
exposition, Chicago, Friday, August 18, 
according to an announcement recently 
released. 

One week at the World’s fair has been 
set aside to honor the progress of the 
farmer. It opens August 13 and ends 
August 19. 

Railroad passenger agents of all the 
lines into Chicago expect to offer special 
low rates and all expense tours during 
farm week and programs of interest to 
the agrarians are to be presented at the 
fair. 


William Chapman Weds 
Miss Gail Finch 


William Chapman, Midland Hay & 
eed Co., Minneapolis, Minn., was mar- 
ried recently to Gail Finch at _ the 
home of the bride 
on Crago ranch, 
Helena, Mont. Af- 
ter the wedding 
ceremony the hap- 
py couple departed 
for a honeymoon 
trip to Yellowstone 
park and the Black 
Hills country. Mr. 
Chapman enjoys a 
wide acquaintance 
in the feed trade 
and the bride was 
employed in the of- 
fice of the Cooper- 
ative Manager and 
Farmer before her marriage. Friends 
of the newlywed couple join in extend- 
ing their best wishes. 


Mrs. Chapman 


RALPH E. NYE, manager of the 
St. Louis office of the Denver Alfalfa 
Milling & Products Co., Lamar, Colo., 
recently returned from a trip to 
Brownsville, Ore., where he was called 
because of the illness of his father. 


a 
aa Airplane View of the Cedar Rapids, Iowa, Mill 
| 
Quaker Quaker Quaker Quaker AJ) Quaker 
NAN NIN FUL SUGARED 


WE’RE DOING OUR PART Guided by the able generalship of Presi- 
FOR BETTER TIMES dent Roosevelt, business men in all parts 

of the United States are enlisting in the 
movement to bring back prosperity under the National Recovery Act and 
the banner of the blue eagle. Men are going back to work. Everywhere there 
is a greater feeling of optimism and more activity in buying and selling. 


The National Recovery Act is America’s final coup against the depres- 
sion that has plagued business during the past three years. Its magnitude and 
national scope and the intensive manner with which it is being applied equals 
if not exceeds the preparation for the great World War. 


The president has admitted that the government cannot accomplish the 
difficult task of routing the depression alone. He has asked the cooperation 
of men in all lines of industry and is depending chiefly upon trade associations 
in those industries to charge foremost into the battle line and go over the top. 
Many industries have already swung into action and are nobly carrying on 
under codes of trade practices which have been drafted to conform to the Na- 
tional Recovery Act. 


The feed trade has shown its patriotism by initiating movements for the 
adopting of a code of ethics that will hasten the return of prosperity. On August 
10 all associations representing the retail feed industry assembled at Chicago 
and drafted rules to govern the operations of their members. The represen- 
tatives of these various organizations have returned to their respective dis- 
tricts and issued the call for all dealers to rally to the cause. Never before in 


history has there been a greater need for complete cooperation. The response 
should be 100 per cent. 


A code of trade practices is, after all, an abstract group of rules. Its real 
value lies in the spirit with which the members of the industry accept it and 
fulfill the requirements. Lack of cooperation from a small group of shirkers 
can ruin the entire plan. 


Some dealers have been heard to say that their place of business was too 
small to have any bearing on the success of the National Recovery Act. This 
is an erroneous idea. American business is made up of a multitude of small 
enterprises as well as mammoth corporations. Taken collectively, they are 
just as important as the large companies which employ thousands of men. 


Everybody, large and small, must get back of the National Recovery 
Act. It is the duty of every dealer to join his association, subscribe to the code 
and live up to the rules specified in it. The sooner such cooperation is received 
in the feed industry the sooner will we see the depression taking to its heels 
and prosperity once more beaming upon us. 


EMIL J. BLACKY. 
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Ohio Dealers 


Discuss Code 


At Circleville Meeting 


NXIOUS to do their part in put- 
A ting the National Recovery Act 

into effect more than 100 dealers 

assembled at Circleville, June 27, 
at a district meeting held under the aus- 
pices of the Ohio Grain, Mill & Feed 
Dealers association. 

R. H. Brundige, Kingston, president 
of the organization, directed the discus- 
sions which centered about the federal 
plans to aid agriculture and industry. 

At the close of the meeting he ap- 
pointed a committee to formulate a pro- 
gram which would enable the Ohio as- 
sociation to cooperate effectively in the 


government’s movement to bring back 
prosperity. Those selected for the work 
were Robert Musser, John W. Eshel- 
man Co., Circleville; George North, 
North Bros., Groveport, and W. H. 
Herrnstein, Standard Elevator & Sup- 
ply Co., Chillicothe. 

W. W. Cummings, Toledo, secretary 
of the association, gave a brief explana- 
tion of the Agricultural Adjustment Act 
and the National Recovery Act and pre- 
dicted immediate prospects of a pros- 
perous pericd for grain and feed men 
under the two movements. His belief 
was shared by other speakers and the 


Vitality Feeds 


A Complete 
Line of 


FINEST QUALITY 
FEEDS 


*e Made Right ee Priced Right °° 


If not sold in your town write for 
our agency proposition. 


BOARD OF TRADE BLDG. 
CHICAGO 
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members present. 

A district meeting was also held at 
Van Wert, Ohio, on Monday, July 24, 
and the recovery program was explained 
to a large attendance. The association 
plans to hold meetings in other sections 
of the state in the near future, and all 
feed and grain men are urged to attend. 


MICHIGAN 


Ford Chapman, former manager of 
the Lennon Elevator Co., Lennon, has 
leased a warehouse and established him- 
self in a feed business of his own. The 
Lennon Elevator Co. has been taken 
over by: the Farmers Elevator Co. of 
Lennon. 


Frances and Harvey Hyde have leased 
the Casterline & Allen flour mill, Maple 
Rapids, from J. P. Long, DeWitt, and 
are operating it. 

Henry Hutchinson, Hartland, has sold 
his feed and flour mill to J. R. Krouse, 
who is planning to remodel the plant 
and install a feed mixer. 

Frank Konst, for many years manager 
of the Bronson Cooperative association, 
Bronson, has resigned. 

George H. Ward & Son have pur- 
chased the Dimondale elevator, Dimon- 
dale, from the Cushman Co., Lansing. 


Approximately 75 dealers frem south- 
ern Michigan assembled at Adrian re- 
cently to discuss trade problems and 
the new Michigan sales tax which went 
into effect July 1. 

Wolverine Alfaifa Milling Co., Wil- 
liamston, which has been idle for some 
time, reopened recently under the man- 
agement of Quinlan Brothers. 


WARREN J. HATCH, Spencer Kel- 
loge & Sons, Inc., Buffalo, who was 
forced to retire last November because 
of ill health, died at his home in Buffalo, 
July 14. Up to the time of his retire- 
ment he had been with the company 
for 23 years. 


LaBudde Heads Curb 
Feed Market 


LeRoy LaBudde, LaBudde Feed & 
Grain Co., was elected chairman of the 
newly organized Milwaukee Curb Feed 
Market at a meeting of the members 


‘held in the board of directors’ room of 


the Milwaukee Grain & Stock exchange, 
Friday, July 28. 

Emil J. Blacky, associate editor of 
The Feed Bag, Milwaukee, was chosen 
secretary. Mr. Blacky will have charge 
of issuing the daily market quotation 
sheet as it was the consensus of opinion 
that a neutral party have charge of this 
work. The reports will be sent only to 
subscribers who are approved as eligible 
by the members of the curb market. 

Otto Sickert, Deutsch & Sickert Co., 
Harry Franke, Franke Grain Co., and 
William Moll, the Riebs Co., were elect- 
ed as a committee to formulate a code 
of trade rules and establish membership 
qualifications. 

Curb trading in the Milwaukee mar- 
ket was inaugurated on a trial basis 
several weeks ago and has proved so 
popular that the members decided to 
form a permanent organization. Trad- 
ing hours are during the 40 minutes fol- 
lowing the closing of the market. The 
curb market will function independent 
of the regular trading on the exchange. 


| 
| 
{ 
’ 


Government Loans Paid Feed Bills 
For Aggressive Dealer 


Helped Farmers Borrow From Uncle Sam 


OOK accounts were keeping a feed 


dealer friend of mine awake 
nights. Urgent requests by mail 
and frequent personal calls failed to 


vield a nickel on the unpaid bills rang- 
ing from $10.00 to $300.00 which were 
long past due. The farmers admitted 
frankly that they would gladly pay him 
but didn’t have the money and they 
were telling the truth. 

Meanwhile, several thousand dollars 
of this dealer’s funds were frozen up 
in these bad accounts and his operat- 
ing capital was badly crippled. The 
situation looked hopeless but the enter- 
prising feed man refused to be downed. 


Reads About Loans 

He had been reading the newspapers 
regularly and took particular note of 
articles explaining the government’s 
plan to loan money to farmers for the 
purpose of enabling them to pay their 
bills. This gave him an idea. He took 
the trouble to investigate and decided 
that something could be done about it. 

Several days later, much enthused 
over his new plan, the dealer wrote a 
letter to Farm Loan Headquarters, St. 
Paul, Minn., and made a request for sev- 
eral loan application blanks. They ar- 
rived in due course of time, and with 
the blanks tucked under his arm he 
drove to the home of one of his de- 
linquent customers. Together, the 
farmer and the dealer furnished the 
answers to the questions asked in the 
application. The feed man then did 
likewise with several other customers 
who owed him money and who, in his 
opinion, were worthy of a government 
loan. 

Application Approved 

The blanks containing the necessary 
information were sent back to St. Paul. 
Several weeks later a letter arrived at 
the farmers’ homes reporting whether 
or not their applications had been ap- 
proved and the dealer was also ap- 
prised of the loan office’s decisions. 

Shortly after the letters were received 
a government appraiser located within 
the state in which the dealer operated 
visited the farms and tock inventory. 
He then sent his report to the loan of- 
fice which later informed the farmers 
and the dealer whether or not the loan 
would be granted. As security for the 
loan the government required a chattel 
mortgage and note bearing the signa- 
tures of the farmer and his wife. The 
rate of interest charged is 6% per cent. 

Within a few weeks after the chattel 
mortgage and note had been filed the 
government loan check arrived made out 
in the name of the dealer and the farmer 
and his wife. The dealer had Mr. and 
Mrs. Farmer sign the check. The 


By Emil J. Blacky 


amount of their indebtedness to the 
feed company was deducted and the 
dealer wrote out a check of his own 
for the balance and his book account 
was cleaned up. 
Negotiates 20 Loans 

Twenty loans of this kind were put 
through as a result of the efforts of 
the dealer and only one of them was 


HE name of the dealer about 
whom this article is written 
has been withheld by his re- 

quest because of the confidential 
manner in which he helped his 
customers to obtain the govern- 
ment loans. Mr. Blacky, asso- 
ciate editor of The Feed Bag, 
who personally interviewed the 
dealer, persuaded him to allow 
the article to be published for 
the benefit of other feed men 
who may wish to try the plan 
and is ready to vouch for all 
facts and statements presented 
herewith. 


turned down. In this case the farmer 
requested $1000 which the government 
considered too much as against the value 
of the property. After further nego- 
tiation $800 was finally obtained. 

“T devoted many days toward help- 
ing to get these loans through,” the 
dealer said. “I sometimes spent an en- 
tire evening with a farmer and his wife 
in filling out the necessary blanks and 
making application, but I consider my 
time well spent, since I collected more 
than $2,000 in bad accounts which 
would still be on my books. 

“In helping farmers to get govern- 
ment loans, I find that confidence in 
the man who is helping them is an im- 
portant factor. They must feel that 
they are assuming a serious obligation 
and should make every effort to repay 
the loan as quickly as possible. 


Helped Reduce Interest 


“There was some objection among 
several of my customers to paying 6% 
per cent interest on the government 
leans. I met this objection, however, 
by agreeing to deduct 1% per cent 
from the feed bill they owed me and in 
this way they were able to .reduce the 
interest payment. I believe there is 
hardly a dealer who would object to 
deducting 1% per cent of an old ac- 
count if he could get it cleaned up. I 
also told the customers to ask for a 
similar reduction from other merchants 
to whom they owed money and in most 
cases these merchants were more than 
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glad to cooperate. In this way, practi- 
cally every farmer who received a loan 
in my territory was able to cut his 
interest rate down to at least 5 per 
cent. 

“IT would advise dealers who may 
wish to try this plan to work with 
their local bank because it is really a 
big job for a dealer to operate alone 
and requires a great deal of time. Of 
course, several thousand dollars on the 
books should be an inducement to any 
feed store owner to get busy. 

Harsh Methods Useless 

“In my experience I have found that 
the government is more than willing to 
help worthy farmers. It is to the in- 
terest of the dealer as well as the farmer 
that only those who are really in need 
and are reliable should be recommended 
for the loans. It is impossible to get 
anywhere these days by using harsh 
methods to collect money from the 
farmer. He simply hasn’t any, and it 
is practically useless for him to go to 
the bank to borrow it. The government 
has made funds available for the farmer 
and those who are down and out be- 
cause of hard times but really depend- 
able should take advantage of the op- 
portunity to get financial help. 

“T find that it is a simple matter to 
put the farmers who have paid me their 
feed bill with a government loan on a 
cash. basis for future purchases. Every 
one of the 20 customers who received 
help from the government through my 
efforts has remained loyal to me and is 
paying for feed as he gets it.” 


JOHN E. HESS, proprietor of a feed 
store at Chillicothe, Ohio, suffered a 
broken back when he fell to the ground 
while unloading baled straw from a 
truck at his plant recently. He is now 
convalescing in the Chillicothe hospital. 


WOODWARD & FULSTOW, Nor- 
walk, Ohio, have dissolved partnership, 
P. H. Fulstow taking over the feed store 
end of the business and C. L. Wood- 
ward retaining the elevator. 


ORGANIZE FOR CODE 

C. A. Burgeson, Acme Hay & Mill-feed 
Co., was elected president of the Sioux 
City Feed Dealers association, Sioux 
City, Ia., which was recently organized 
to comply with the terms of the Indus- 
trial Recovery Act. C. W. Felton, Fel- 
ton Commission Co., was chosen vice 
president; Merton Wertz, Wertz Seed 
Co., was named secretary and treasurer. 
R. C. Jensen, Corn Belt Supply Co. and 
George R. Batcheller, Farmers Union 
Brokerage Co.. were elected to serve as 
directors in addition to the officers. A 
code of trade practices will be drawn 
up and submitted to the members for 
approval. 
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Help a man out of trouble and he 
will not forget you when he gets into 
trouble again. 

SMALL WASH 

Husband: “Since you are doing your 
own washing, I’ll bet you wish you had 
married some other man.” 

Wife: “Yes, I wish I had married 
Mahatma Ghandi.” 


FAIR ENOUGH 


Specialist: “I'll examine 


’ 


you for 
: “All right, and if you find 
it I'll give you half.” 
BAD COMPANY 
Lady: “This parrot has never been 
around people who swear, has he?” 
Pet Shop Proprietor: “Hell, no, lady.” 


Kvalitet 
Kvalita 
Qualitat 


No matter where you go this time-worn word 
still means just one thing: “Degree of excellence 
—relative goodness—grade.” It’s the same in 


any language! 


When feeding dry skim milk it is necessary 
to use a product of the highest quality. Dry 
skim milk is sold on grades agreed to by leading 
manufacturers and is the only milk product used 
for feeding purposes which has this assurance 


of quality. 


Complete information on this subject is 


USE AT LEAST 
10% in Chick Starter 
7:% in Growing Mash 
5% in Egg Mash 
10% in MashforHighQuality Eggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal | Som 


contained in @ free bulletin which will be 
sent on request. 


USE THE COUPON. 


American Dry Milk Institute, Inc. 
Room 1378, 221 N. La Salle Street, Chicago, Ill. 


American Dry Milk Institute, Inc. 

Room 1378, 221 N. La Salle St., Chicago, III. 

(D Please send me the bulletin “Feed Grades for Dry Skim Milk”. 

(LD Please send me your bulletin on Starting, Growing and Broiler Mashes. 


ment for special uses 
of all kinds » » 


Feed Service Depart- 
10% in Pig Meal 


You Must Use MILK to 


Get MILK RESULTS 
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CORNHAY WEAKLY NEWS 

The mystery of Cornhay’s haunted 
house has been solved, the queer noises 
coming from within being Scotty Mc- 
Tavish who lost a nickel in the place 
while helping to build it 35 years ago. 

Judd Perkins has found a market for 
his spoiled eggs, he having disposed of 
them to opposing candidates to throw at 
each other during the fall election cam- 
paign. 

The local liniment salesman is enjoy- 
ing a brisk business, the Cornhay mer- 
chants having played the farmers in a 
baseball game at the picnic grounds last 
Sunday. 

* OX 
MORE INTERESTING 

Farmer: “I have sixteen children and 
a wife. Can't you let us into the chicken 
show for half price?” 

Fair Manager: “Sure, wait a minute. 
I'll bring the chickens out to look at 
you.” 

* * * 
MATTER OF TIME 

Judge: “Have you ever been up be- 
fore me?” 

Prisoner: “I don't know, judge. What 
time do you get up?” 

* * 
THE REAL REASON 

Wife: “That paper says men get bald 
because of the great activity of their 
brains.” 

Dealer: “Does it say that women 
never have beards because of the great 
activity of their chins?” 

* * * 


NOT ANY MORE 

Visitor: “Is this town dry?” 
Dealer: “Why, man, it’s so dry that 
we have to pin our postage stamps to 


our letters.” 
* * 


BESIEGED 
Farmer: “Don’t you find it hard to 
meet expenses these days?” 
Dealer: “I should say not. 
them at every turn.” 
* * * 


DEAD GIVEAWAY 
Visitor: “What a charming baby! 
And how it does resemble your hus- 
band.” 
Hostess: “Gracious, I hope not! 
adopted it.” 


I meet 


We 
Ok 


SURE SIGN 

Salesman: “I see the jury acquitted 
the girl who killed her employer be- 
cause the members believed she was in- 
sane.” 

Dealer: “Yes, and quite right, too. 
Anybody who kills an employer these 
days certainly must be crazy.” 

& 


SUCCESS INDEED 
Feed Dealer: “Is your garden a suc- 
cess this year?” 
Customer: “Yes, my neighbors have 
already won two prizes at a poultry 


show.” 


MAIL AND BLACKMAIL 
Father: “Well, Willie, ! received a 
note from your teacher today.” 
Willie: “Is that so, pops Give me a 
quarter and I won't breath a word about 


it to mother.” 
Ok 


Mama, why does the furnace make 
daddy shiver and make funny faces and 
hiccup when he comes up from the cel- 
lar? 


=§ \ Carefully Sifted for Feed Dealer Consumption 
1 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Cash Paid for Ideas 


You must have some idea which you 
used with success to boost your busi- 
ness. Tell us about it in a brief letter. 
If we ——- your idea on this page 
we will send you a check for $3.00. ° 
fancy writing required. 


Bounty on Hawks 


Several farmers in a middle western 
dealer’s territory complained of raids 
made upon their poultry yards by 
chicken hawks. The dealer ran an ad- 
vertisement in his local paper announc- 
ing that he would pay a bounty of $1.00 
for each dead hawk brought to his store 
which was killed within his trade area. 
The idea developed good will for the 
feed store and several of the farmers 
were able in some measure to make up 
their losses by testing their markman- 
ship and collecting their bounty from 
the dealer. 


Iodine in Eggs 


A Minnesota mill which mixes iodine 
in the feeds which it manufactures re- 
cently increased the sale of poultry 
mashes by supplying customers who 
used its products exclusively with labels 
to put on their egg cases. The reading 
matter on the label pointed out that the 
eggs contained iodine because of the 
feed used and were consequently more 
healthful and better in flavor and qual- 
ity. The poultrymen appreciated this 
service and became steady users of the 
mill’s feeds. The plan also induced other 
farmers to inquire about the mill's 
iodized feeds and many new customers 
were gained as a result. 


Potato Contest 


A Michigan dealer brought many 
customers to his store and obtained free 
newspaper publicity by conducting a 
contest to determine who had grown 
the largest potato in the county. The 
entries were placed on exhibit in the 
feed store window with a card announc- 
ing the name of the owner and the 
weight of the potato. First, second 
and third place winners were rewarded 
with prizes in feeds furnished by the 
dealer. 


Thank You 


Whenever a payment is received on 
account in person or by mail a New 
York dealer always takes time to write 
a letter to the customer thanking him 
and reporting on the balance still due. 
This plan, the dealer finds, prompts the 
delinquent patron to make further pay- 
ments and gives him a record of the 
balance due after each remittance. 


Better Gardens 


The merchants of an Ohio town re- 
cently sponsored a better garden con- 
test to encourage the citizens to raise 
their own vegetables. The local feed 
dealer took an active part in the con- 
test and arranged a window display of 
seeds to tie up with it. Prizes were 
awarded for the three best gardens and 
the dealer was one of the donors. The 
contest resulted in favorable newspaper 
publicity for the dealer and the other 
merchants and engendered a_ vast 
amount of good will. 


Scrub Bulls 


Cooperating with his local cow test- 
ing association to encourage farmers to 
improve their herds a dealer in the 
Middle West offered to supply a suit- 
able ration in sufficient quantity to feed 
each pure bred bull calf for one month. 
He called at regular intervals to see 
how the animal was coming along, and 
this plan gave him a splendid entree 
for talking the farmer into using his 
dairy feeds. The increase in business 
and the good will which resulted more 


than repaid him for the cost of feed 
furnished free to feed the pure bred 
sires. 


Making Change 


A store in the Middle West dis- 
covered that customers are annoyed by 
having their change thrown down upon 
the counter and has instructed all of its 
tomer’s hand, counting it out carefully 
clerks to place the change in the cus- 
as they do so. The store has also adopt- 
ad the plan of giving the customer his 
merchandise before asking for payment. 


Evening Phone Calls Yield 
Extra Feed Business 


ANY dealers sell feed by tele- 
M phone. Others make sales by 

advertising the success of pro- 

minent stock-raisers. H. C. 
Howe, Quailey, Ohio, feed dealer, com- 
bines both methods and has_ boosted 
rural sales more than 40 per cent. 

Howe makes it a rule to get the tele- 
rhone numbers of farm customers. He 
also keeps posted on the records of 
leading poultrymen and _ stock-raisers, 
which might be duplicated in his imme- 
diate territory. Once or twice a month, 
Howe goes over the list and gives a 
few of his customers a ring which is 
followed by a conversation something 
like this: 

“Have you read the report on 
the recent egg-laying contests, 
Mr. Brown? We can furnish the 
same brand of laying-mashes 
used in many of those contests 
at $1.75 per hundred pounds. 
Some of the records were made 
on home-mixed mashes. We 
have the formulas and can grind 
and mix them for you at 30 cents 
per hundred. Did you see by the 
recent farm papers that Mea- 
dowbrook farm had the high 
cow in butterfat tests? 

“We sell the brand of dairy 
feed used on this farm at $1.80 
per bag. We also have the for- 
mula recommended by the state 
experiment station, at $1.35. 
Other live-stock feeds are priced 
from 80 cents to $1.25 per hun- 
dred pounds, and our store is 
ready to serve you in any of the 
standard poultry and tive-stock 
necessities advertised in your 
farm papers. When in need of 
anything in our line will you 
give us a call, Mr. Brown? 
Thank you.” 

“I make these calls in the evening,” 
Howe explained. “And I manage to get 
in touch with at least two patrons on 
each community line. Listening-in or 
‘eaves-dropping’ is a common habit on 
all rural lines and even though the per- 
son addressed may not be in the market 
at the moment for feeds, 1 estimate that 
at least a half dozen of his neighbors 
are listening to what we say. My ref- 
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erence to egg records, butterfat tests, 
etc., arouses interest and when I ex- 
plain that I can furnish the same brand 
of feed or formula at a certain price, 
I am quite sure to get orders. During 
the conversation Mr. Brown is also like- 
ly to mention other records or activities 
of which he has read, and these can 
usually be discussed in a way that leads 
to sales. I make from 10 to 20 similar 
calls on the different rural lines until 
my territory has been thoroughly cov- 
ered. 

“T find this plan especially successful 
in introducing items advertised in rural 
publications and to keep the conversa- 
tions interesting I keep posted on the 
farm papers that circulate in my terri- 
tory. The modern feed merchant must 
do this: anyway so as to be familiar 
with current feeding practices and, since 
the trend changes constantly, there is 
always something new to discuss. By 
jotting down special items that apply 
to my line I always have a practical 
advertisement and my telephone enables 
me to broadcast it over my entire terri- 
tory in an evening’s time.” 


WISCONSIN 


L. J. Roberts & Son have taken over 
the Union Grain & Stock Co., Inde- 
pendence and are building a new ware- 
house. 

Bruce Van Gordon, S. H. Van Gor- 
don & Sons, Black River Falls, returned 
recently from a week’s visit in Chicago 
where he attended the World’s fair. He 
was accompanied by his wife. 

Martin Emilson has entered the grain 
and feed business at Chaseburg. 

Joe Straub, Lomira Elevator Co., Lo- 
hg was a recent visitor at Milwau- 

ee. 

James Betthauser, Norwalk, has added 
flour storage space to his feed mill. 
The new addition is insect and rodent 
proof and has a capacity of 2% cars. 

Krueger Bros., Forest Junction, are 
constructing an addition to their ware- 
house. 

Wausau Flour & Feed Co., Wausau, 
is building a new elevator and store 
building and plans to install feed grind- 
ing and mixing machinery. 
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Subsidizing of 


HERE are some things in the 

[ “new deal” that are a hang-over 

from the “old deal” and should 

not be charged directly to the 
present administration. There is evid- 
ence, however, that a few of the bad 
situations will be encouraged and con- 
tinued under the present set-up in 
Washington. It is in the hope that the 
“powers that be” will foresee the dif- 
ficulties in the situation and make their 
correction one of the greatest victories 
in the so-called “new deal.” 

The weak link in the present set-up, 
as it was in the Hoover regime, is the 
Farm Credit Administration—the re- 
vamped Farm Board. At the head of it 
are men who are committed to the suc- 
cess of farm cooperatives “regardless.” 

We have always been strongly sympa- 
thetic to farmers’ cooperatives and there 
is not a private business concern in the 
country that is not willing to concede 
the right of farmers to group their ac- 
tivities and operate in the same field 
as private industry, provided they do 
it on a basis of strict equality and with- 
out special favors or government sub- 
sidy. In other words, farm coopera- 
tives of all kinds are a business venture 
of the finest type that will serve as a 
check on private industry, but they 
should be maintained on the high level 
of ideals and ethics which were respon- 
sible for their origin so that they are 
not open to serious criticism from those 
who are interested in their welfare. 

Some events that are now facts of 
common knowledge have tended to 
weaken our confidence in certain depart- 
ments of cooperative work. Our posi- 
tion is undoubtedly shared by a large 
group of farmers, including some of 
the members of these eastern coopera- 
tives themselves, because farmers are, 
fundamentally, conservative business 
men and believe in the rights of pri- 
vate industry. 

Ten days after Mr. Morgenthau took 
the oath of office as head of the Farm 
Credit Administration, $200,000 was ad- 
vanced to the Grange League Federa- 
tion, a large cooperative in New York 
state. This coincided closely with the 
appointment of H. E. Babcock, of the 
G. L. F. Holding Corp. as assistant to 
Mr. Morgenthau. 

It was reported by “The Searchlight” 
of Buffalo, N. Y., that a considerable 
sum of money, amounting to about 16 
per cent of the above sum, was used in 
promotional advertising by G. L. F. and 
the Dairymen’s League in Mr. Morgen- 
thau’s publication. 

If cooperatives are to be an economy 
for the farmer, either in the milling of 
grains or the buying and selling of pro- 
ducts, the private industries of the coun- 
try must take their medicine and, in 
fact, are perfectly willing to do so. What 
they do object to, and with considerable 
justice, is a subsidized competitor—a 
competitor that is able to tap Uncle 
Sam’s treasury at almost no interest 
when they need money; a competitor 
that does not pay taxes and that has 
the active support of public officials in 
colleges. 

Private businesses have just passed 
through a most trying period of small 
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Cooperatives 


Branded as Un-American 


profits or no profits at all. Where losses 
were suffered, the business must absorb 
them and if the losses are too great, 
bankruptcy must be resorted to. The 
larger cooperatives apparently are im- 
mune to this procedure. 

If the ‘new deal” is not to be a “mis- 
deal” and if some of the players around 
the table are not to be “dealt out,” a 
house-cleaning is called for in the very 
near future. 

Cooperatives must stand on their own 
feet or fail. A subsidized cooperative is 
not only un-American but it is eco- 
nomically unsound and becomes a social 
menace.—Editorial from The Poultry 
Item. 


SILENT JOB 
Structural work on the new 14-story 


building which was erected by the 
National Oil Products Co., Harrison, N. 
J., went up without a sound, according 
to members of the firm’s staff. Elim- 
ination of the rivet racket and conse- 
quent saving of annoyance and _ lost 
time among employees was obtained by 
using a new type of structural fastening, 
whereby the steel beams were bolted 
together. The only sound accompany- 
ing the work was a little clank as the 
6,000 bolts required for the building 
were hammered into place. The new 
structure, completed August 1, houses 
the administrative offices and part of 
the production facilities of “Vitex,” a 
cod liver oil concentrate for use in foods, 
and “Admiracion,”’ a soapless shampoo. 
The building marks the second addition 
to the company’s plant in four years. 


ROBERT H. MONTGOMERY 


Montgomery Resigns 
Larabee Post 


Robert H. Montgomery, vice presi- 
dent and general manager, Larabee 
Flour Mills Co., Kansas City, Mo., has 
resigned to become associated with the 
Waggoner-Gates Milling Co., Indepen- 
dence, Mo., as general sales manager. 
William H. Bowman has been appointed 
general sales manager of the Larabee 
organization to replace Mr. Mont- 
gomery. 

Both men have been associated with 
the milling industry for many years. 
Mr. Montgomery spent five years with 
the Larabee organization and previous 
to that time was connected with the 
sales division of Washburn-Crosby Co., 
Minneapolis. 

Mr. Bowman has been associated with 
the Larabee company for the past six 
years and was assistant to Mr. Mont- 
gomery up to the time of his promotion. 
Previous to his association with Lara- 
bee he served in the sales department 
of the Ismert-Hincke Milling Co. 

The Waggoner-Gates Milling Co. is 
one of the oldest milling institutions in 
the Middle West, having recently cele- 
brated its 50th anniversary. 

The Larabee Flour Mills Co. is a sub- 
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WILLIAM H. BOWMAN 


sidiary of the Commander-Larabee 
Corp., Minneapolis, and is also one of 
the oldest milling concerns in the coun- 


try. Both Mr. Montgomery and Mr. 
Bowman assumed their new duties, 
August 1. 


JOIN NOPCO STAFF 
A. V. Swarthout, for several years a 
director of research for the Washington 
Cooperative Egg and Poultry associa- 
tion, and Rudolph Eschenheimer, Kan- 
sas City, have joined the staff of the 
National Oil Products Co., Harrison, N. 


Mr. Swarthout will act as technical 
consultant with headquarters for the 
present at the company’s San Francisco 
office and Mr. Eschenheimer will serve 
as direct sales representative in Kansas, 
Missouri and Colorado, working out of 
the Kansas City office. 

Both men have enjoyed many years 
of experience in their respective fields 
and are well qualified for their new 
positions. 


A. G. BOOGHER & Son, Santa Fe, 
Ohio, have purchased the Ottawa Grain 
& Milling Co. elevator, Ottawa. The 
new owners opened for business July 
31. R. B. Brockney has been appointed 
manager. 
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Don't Contuse Markup and Margin 
In Pricing Your Feeds 


Mistaking of Terms Invites Losses 


price is a big factor but selling 
it at the right price is still more 
important. 

In a recent analysis of retail figures 
it was found that one out of every six 
dealers did not mark his items high 
enough to cover his cost of doing busi- 
ness and to absorb other costs incurred 
in his turnover. Unfortunately, these 
dealers did not know that this was the 
reason they were not making a profit. 

Wrong Pricing Costly 

Slip-shod pricing is to blame for much 
of the red ink appearing ou the ledgers 
of many unsuccessful feed stores. Mer- 
chandise is marked almost at any figure 
above the cost price without regard to 
the different factors which should be 
considered. 

Let us compare the haphazard method 
of pricing with the system followed in 
the stores which are really making 
money. 

The average selling price should cover 
(1) the cost of merchandise plus trans- 
portation, (2) the cost of doing business, 
(3) shrinkage of stock, (4) markdowns, 
and (5) a reasonable profit. 

Naturally, the selling price of some 
“loss leaders” will not cover all of these 
charges but the average price of all 
lines of merchandise sold must be 
higher than these items or the business 
will not show a profit. 

The cost of doing business, better 
known as operating cost plus mark- 
downs and shrinkage of stock and net 
profit are included in what is called 
“margin”. 

Pricing Plan Explained 

The following example shows how 
margin and the different factors in- 
cluded in it are considered in determ- 
ining the correct retail price of a ton 
of bran costing $20.00: 

Let it be assumed that the dealer 
estimates his cost of doing business as 
10 per cent of the total of all sales, and 
that markdowns and shrinkage of stock 
averages 3 per cent. A net profit of 
7 per cent is wanted. The margin, 
then, should be 20 per cent—in other 
words, 10 per cent plus 3 per cent, plus 
7 per cent. 

One hundred per cent represents the 
selling price. The necessary margin of 
20 per cent is therefore deducted from 
100 per cent. The result is 80 per cent 
which represents the cost of the item. 

The next step is to divide the actual 
cost of the item which is $20.00 by 80 
per cent, allowed for its cost, in order 
to find 1 per cent. The result is 25 
cents. 

The selling price is then arrived at 
by multiplying 25 cents by 100 per cent 
which results in a total of $25.00. This 
should be the selling price of the ton 
of bran if all factors mentioned above 
in pricing the item are taken into con- 
sideration. 

The selling price of the ton of bran 
is therefore made up of the following: 
Cost of item—80 per cent of the 
selling price... 


Be: merchandise at the right 


$20.00 


right-hand or markup column. 
correct selling price. 
Margin Markup 
Per cent of Per cent of 
Selling Price Cost 
5.0 
6.4 
11.1 
12.0 
12.4 
12.5 
16.3 
...20.0 
22.0 
23.5 
25.0 
26.6 
31.6 


Markup Table 


Find your margin or gross profit percentage in the left-hand column. 
Multiply the cost of the article by the corresponding percentage in the 
The result added to the cost gives the 


Margin Markup 
Per cent of Per cent of 
Selling Price ‘ost 


Operating expenses—10 per cent 


Markdowns and shrinkage of stock 
—3 per cent of selling price... .75 
Net profit—7 per cent of selling 
Sellitie: price «$25.00 


These figures, however, are not quot- 
ed as a general scale for all dealers to 
follow. Some feed stores may consider 
bran as a leader or staple item and sell 
it at only a dollar or two above actual 
cost. The method of arriving at the 
selling price, however, should serve as a 
guide in determining the selling price of 
other items handled by the dealer. 

Terms Often Confused 

Margins and markups are often con- 
fused by the average retailer. Margin, 
as shown in the example worked out on 
the ton of bran, is the sum of the oper- 
ating expenses, plus markdowns and 
net profit (or loss). It is the differ- 
ence between the cost and selling prices. 
The margin on the ton of bran was 20 
per cent or $5.00. Margin is always 
figured on the selling price which always 
represents 100 per cent. Margin is the 
preferred figure to use because the cost 
of doing business and the amount of 
profit are also figured on sales. 
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Markup is the amount added to the 
cost of the article to get the selling 
price. It is always figured on the cost 
price while margin is determined by the 
selling price. Multiplying the cost of 
the item by the percentage of markup 
gives the amount to be added to the 
cost to obtain the selling price. 


The reason for the confusion between 
markup and margin is that both are the 
same in dollars and cents and both rep- 
resent the difference between cost and 
selling prices. The percentages, how- 
ever, are different. 


Percentages Vary 


On the ton of bran used as an ex- 
ample both the markup and the margin 
were $5.00. The margin, therefore, 
which is based on the selling price is 
20 per cent, while the markup, which 
is based on the cost price is 25 per 
cent. In other words, $5.00 is 20 per 
cent of $25.00, the selling price, and 25 
per cent of $20.00, the cost price. 

Many dealers who believe they are 
getting a margin of 25 per cent are 
really only getting a markup of that 
much. Their profits are accordingly 
smaller and in some cases they are los- 
ing money. 

In one feed store the dealer figured 
(Continued on Page Nineteen) 
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Consider Capacity When You 
Select Feed Mixer 


By Jack Bray 


Vice President, Grain Machinery Co. 


too often happens that one of the 
most important features is given the 
I refer to the 


[ the selection of a feed mixer, it 


least consideration. 
matter of capacity. 
The average feed dealer, having had 
no past. experience by which to be guid- 
ed, is frequently misled into thinking 
that a half-ton mixer is large enough 
for his business. He reasons that a 
machine of this capacity should be cap- 
able of turning out four batches per 
hour providing a capacity of 20 tons of 
mixed feeds per ten hour day. This ca- 
pacity on first thought does seem ample 
for all ordinary businesses, but there are 
many other angles to be considered. 


In the first place, the small feed plant 
that makes use of a batch mixer only 
as a production machine is indeed rare. 
In these medium sized plants a batch 
mixer serves not only for producing 
the owner’s own brands of mixed feed 
but is also used for custom mixing as 
well. For custom mixing anything 
smaller than a full ton machine will be 
impractical and even though the machine 
were to be used only for producing 
branded feeds a half-ton mixer would be 
found unsatisfactory. This is because 
most feed formulas are figured upon a 
ton basis so that as many of the in- 
gredients as possible can be used in 
amounts exceeding 100 Ibs., thus reduc- 
ing to a minimum the weighing of in- 
gredients and the dividing of 100-lb. 
bags. 

In custom mixing the farmer usually 
brings his own grains into the mill, 
which are first ground and then run 
into the mixer. To these are then added 
the concentrated feeds necessary to bal- 
ance the raw grains into a complete 
ration. While, of course, there will al- 
ways be three or four bag grists to 
contend with, on the other hand in any- 
thing like normal times, the bulk of the 
grists will exceed 1,000 pounds and often 
run over a ton. When it is considered 
that it will require 200 or 300 pounds 
of concentrates at least to balance one 
half ton of home grown grains, then 
most batches would have to be divided, 
requiring two separate mixing opera- 
tions. Besides being annoying to the 
customer this procedure is too costly 
since at least twice as much mixing 
time will be required, not to mention 
the extra time and labor involved in 
splitting bags and weighing out two 
separate batches of ingredients. 


It will also be seen from the above 
that quite often it would be desirable 
for the machine to actually hold the mix 
at somewhat more than its actual rated 
capacity, whether the capacity be a ton 
or half ton. Most farmers will not take 
the trouble to weigh the grains which 
they bring to the mill but simply guess 
at what will be required to form the 
base we will say of a ton of mixed 
feeds. As a consequence the batch us- 
ually overruns and when the concen- 
trates are added becomes 2,400 or 2,500 
pounds instead of a ton. Thus, if the 
mixer will handle only a ton of feed 
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the splitting of batches is again neces- 
sary. 

In considering the capacity it should 
also be borne in mind that a mixer may 
handle a ton of heavy feeds such as 
scratch grains and still not be counted 
a full ton mixer since the lighter mash 
feeds constitute the bulk of the mix- 
ing. Because of this, the only safe and 
practical way to base capacity is on the 
actual cubical measurements of the 
machine. For instance, if the feed which 
you are mixing weighs, as most mash 
feeds will, only 30 pounds per bushel, 
then you will know that the mixer which 
is being represented by the manufac- 
turer as being a ton machine must have 
at least 70 bushels actual capacity in the 
mixing chamber. 


For this reason all ton mixers offered 
by reputable manufacturers have a ca- 
pacity in excess of 70 bushels. However, 
there are some machines in operation 
today that have been sold and repre- 
sented by the manufacturer as being 
ton mixers which carry name plates 
specifying that they are not guaranteed 
if loaded beyond 56 bushels capacity. 

Again some mixers, even though they 
may actually hold a ton or slightly more 
of feed, will not mix efficiently if loaded 
to that capacity. This is because of 
their peculiar design—effective mixing 
action being dependent upon there be- 
ing some space left vacant within the 
machine for the feeds to move or 
“churn”. Such machines should have 
from 25 per cent to 35 per cent more 
capacity in the mixing chamber for any 
given size than a mixer of the type in 
which all the space in the mixing cham- 
ber is available for mixing. 


In selecting a feed mixer, it should 
be remembered that a ton mixer re- 
quires very little more floor space than 
a half ton machine; that it will handle 
the small jobs equally as efficient and 
the large jobs as well, and that it will 
charge, discharge and mix more rapidly 
and on very little more power. Further, 
the first cost is very little more since 
there is practically as much time and 
labor involved in building a small mixer 
as a large one, the difference being 
chiefly in cost of materials. 


Linseed Manufacturers 
To Adopt Code 


The National Linseed Oil Manufac- 
turers association, comprised of twelve 
members, has been organized for the 
purpose of preparing a code of trade 
practices for the industry under the 
Agricultural Adjustment Act. 

Howard Kellogg, Spencer Kellogg & 
Sons, Inc., Buffalo, is president; Thos. 
L. Daniels, Archer-Daniels-Midland Co., 
Minneapolis, secretary, and J. A. Johan- 
sen, National Lead Co., New York, 
treasurer. 

The new organization is now busy 
drafting its trade code which it will 
submit to the agricultural administra- 
tion for approval. 
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Promoted 


Ralph M. Field 


Ralph M. Field, formerly traffic man- 
ager for the American Feed Manufac- 
turers association, has been promoted to 
the position of executive vice president 
of the organization and is taking an 
active part in the formulating of a code 
of trade practices for the manufacturing 
industry. Mr. Field is well-known to 
a wide circle of feed men who join in 
wishing him success in his new capacity. 
He has moved his headquarters from 
Peoria, Ill., to Chicago. 


ANTIGO FLOUR & Feed Co., Anti- 
go, Wis., is razing its old plant to make 
way for a new brick building which will 
be 124 feet long and will have a 51 
foot front. 


RADIO FEATURE 

Health Products Corp., Newark, N. J., 
manufacturers of Clo-Trate, concen- 
trated cod liver oil, invites feed dealers 
to hear the adventures of Potash and 
Perlmutter, comic characters, who are 
presented over the radio at 6:30 p. m., 
central standard time, every Monday, 
Wednesday and Friday. The invitation 
is extended through W. R. Cassell, di- 
rector of Clo-Trate sales and his staff 
of representatives in the feed industry. 


ILLINOIS 

Louis Beckemeyer has purchased the 
H. H. Timmermann feed store, Carlyle. 

W. T. Clark, Clark Feed & Distrib- 
uting Co., has opened a new feed store 
at McLeansboro. 

J. W. Overacker, Danforth, has sold 
his interest in the Herscher elevator, 
Herscher, to George Etzel who has been 
managing the company during the past 
year. 

Corray Bros. Grain & Coal Co., Ur- 
bana, has completed the installation of a 
new hammermill and mixer and is now 
manufacturing feeds under its own 
brand name. 

John Flynn has purchased the Clem- 
ents Farmers Elevator Co., Clements. 

Farmers Grain & Coal Co. elevator, 
Luther, was recently destroyed by fire 
with a loss estimated at $12,000. 

C. A. Crane has taken over the 
Robert Wood & Co. elevator, Dillsburg. 
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Don’t Mistake Markup 
For Price Margin 


(Continued from Page Seventeen) 


carefully and decided that he needed a 
margin of 22 per cent to operate pro- 
fitably. Imagine his surprise when he 
learned that he was using a markup of 
22 per cent instead of getting a margin 
of that much. He added 22 per cent 
to the cost instead of 28.2 per cent as 
he should have done. An item must 
have a markup of 28.2 per cent if a 
margin of 22 per cent is to be realized. 

The table published in connection 
with this article gives a convenient 
summary of the markups required when 
a certain margin is desired. It should 
serve as an excellent guide for those 
who have been misled by confusing the 
two terms and have consequently won- 
dered why they were not able to show 
a better profit. 


OHIO 

Kinnan Bros., DeGraff, have opened 
a branch feed store at Lakeview. 

Joseph Beckman has succeeded Fred 
C. Geise as manager of the Delphos 
Equity Exchange Co., Delphos. 

Island Grove Milling Co., Greenfield, 
has been taken over by the Murphy 
Milling Co. 

Ray Latham has taken over the feed 
store at Hillards formerly operated by 
Heenan Hall. 

Crites, Inc. elevator and mill pro- 
perties in Ohio were recently purchased 
7 the Ralston-Purina Co., St. Louis, 

oO. 

Fred Horn has opened a feed store 
at Martinsburg. 


<a ‘“‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, Ia....................--0005 Gluten Feed 
FAIRMO ogy co. Dried Buttermilk 
OHN RAIG & CO MPANY. Philedelonia, Molasses 
MUTUAL RENDERING COMP >» Philadelphia, Pa. ............-.. eat Scrap 
OYSTER SHELL PRODUCTS CO., Pa Oyster 
THREE MINUTE CERE Co., 


Pecos Valley Alfalfa Mill @ 


Hagerman, N.M. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


The 180 year background 


of Mutual Fire Insurance made itself felt in 1932 when 
mutual organizations withstood the strain far better than 
almost any other classification of American business. 


Western Millers Mutual Fire Insurance Co. . . Kansas City, Mo. 
Ohio Millers Mutual Insurance Co. ..... . Van Wert, Ohio 


Michigan Millers Mutual Fire Insurance Co. 
Mill Owners Mutual Fire Insurance Co. 

Millers Mutual Fire Insurance Co. 
Millers Mutual Fire Insurance Co. .... . : 
Pennsylvania Millers Mutual Fire Ins. Co... . 
Millers Mutual Fire Insurance Association 
Grain Dealers National Mutual Fire Ins. Co. 
Millers National Insurance Co. 


. Lansing, Mich. 

. . Des Moines, Iowa 
we van Harrisburg, Pa. 

. Fort Worth, Texas 
. Wilkes-Barre, Pa. 
. . Alton, Ill. 

. . Indianapolis, Ind. 


MUTUAL FIRE PREVENTION BUREAU 


230 East Ohio St., Chicago, Ill. 


A service organization maintained by the MILL MUTUALS 


Dried Milk 
When You Want It 


Located in the heart of the milk 
producing district we have unequalled 
facilities for furnishing you with the 
Highest Quality Dried Milk. We 
ship when you want it. 


La Budde Feed and Grain Co. 


MILWAUKEE, WIS. Phone DAly 1090 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FOR SALE 


Elevator, grain, hay and potato house with 
sorter; cement and coal buildings. All elecric- 
ally equipped. On C. N. W. R. R., direct to 
Chicago and St. Paul. To be sold to settle es- 
tate. A bargain. Address MRS. JULIA NIE- 
BUHR, Fall Creek, Wis. 


FOR SALE 


Twenty Inch, Direct Connected, Electric 
Driven Attrition Mill, Elevator, Bagger, etc., for 
sale. In good shape. If you need a mill for custom 
grinding, write us. MARTIN LUMBER CO., 
Exeland, Wis. 


G. E. BURSLEY & Co., Springport, 
Mich., is constructing an addition to 
its present plant which will be used for 
the manufacture of mixed feeds. The 
firm intends to install approximately 
$5,000 worth of new machinery. 


A FEED 
Low Price 


IOWA 16% DAIRY FEED 


Sold direct--No salesmen 
Write or wire for delivered price 
IOWA MILLING COMPANY 
CEDAR RAPIDS, IOWA 


M. G. RANKIN & CO. 


GRAIN AND FEED 
Agents in Wi in 


Keokuk Corn Gluten 


High in Protein — Low in Price 


Conkey’s Battery Feeds 
At World’s Fair 


Poultrymen interested in the latest 
equipment and feeding methods for 
poultry are invited to attend the Globe 
American project which is specializing 
in the raising of baby chicks in batteries 
for broiler purposes and also the feed- 
ing of laying birds in hen batteries at 
the Century of Progress exposition, Chi- 
cago. 

Conkeys Broiler Mash and Hen Bat- 
tery Mash with Y-O, furnished by the 
G. E. Conkey Co., Cleveland, Ohio, has 
been selected to carry the birds through 
in the project. The type of feeding de- 
manded by the project is considered one 
of the most exacting and difficult in 


poultry raising, especially during hot 
weather. 

It is reported, however, that the birds 
are doing nicely with the hens laying 
60 per cent and the broiler chicks grow- 
ing rapidly and putting on firm flesh. 
The G. E. Conkey Co. extends an in- 
vitation to all dealers who attend the 
fair to view the exhibit and obtain de- 
tailed information on the successful feed- 
ing methods employed. 


KENNETH SCHNEIDER has taken 
over the Hammersville Feed & Coal Co., 
Georgetown, Ohio, formerly operated 
hy O. J. Chatterton. 


GRIGGSVILLE ELEVATOR CO.., 
Griggsville, Ill., has opened for business 
with a full line of feeds, seeds, fuel and 
salt. Arthur Bradshaw is manager. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Personal Attention 


Ship To 


Roy |. CAMPBELL 


Commission Merchant 


GRAIN end SEEDS 


Chamber 
of Commerce 


Milwaukee 
Wisconsin 


Chamber of Commerce Bldg. 
MILWAUKEE - - = WISCONSIN 


Deutsch & Sickert Co. 
Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


GET MY PRBICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
LOUR, MILLFEED 
OILMEAL, ETC. 
502 man Exchan Bldg. 
MINNEAPOLI INN. 
“Stand by 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Fiour 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Dried Skim Milk 
Dried Buttermilk 


STRAIGHT CARS—MIXED CARS 


Write, Phone or Wire for Our 
Delivered Prices. 


WISCONSIN DAIRY PRODUCTS CO. 
Daly 6704 


342 N. Water St. Milwaukee, Wis. 


expands with 
Printed messages 
They are profitable 
ADTKE ORTSCH 
K°Co. 


BROS. 
Estasiisuep 1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 


MILWAUK 
0 76 WISCONSIN 


PHone 
Broapway 


Two Points 


where dealers can pick up ton lots 
of feed at rock bottom prices are the 
two Feed Supplies, Inc. yorsnoures 
a — ILWAUKEE (3328 W 
eron Ave.) and WEST ALLIS 
Gan S. 83rd St.). 
Armours Meat Scraps 
Alfalfa Meal . Dried Milk 
Charcoal . Pearl Grit 


Coca Mola 
FEED SUPPLIES, INC. 


505 Chamber of C ce, Mil k 
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Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


= 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 


HEIL co. Y, 


mitwauxee 
= 


Choice alfalfa cut at the height of 
its nutritive value and immediate- 
ly dehydrated by the patented 
HEIL process. Contains all of the 
vitamins—especially high in vita- 
mins A, D and E. Keeps fowl 
and stock in tip-top condition. 
Rich green color, appetizing odor 
and flavor. For prices address... 


THE HEIL co, 


3010 W. Montana Street 
MILWAUKEE 


} HOME OF WCCO STUDIOS 


“HOTEL: 


the Gateway 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, corntort and re- 
daxation by si aying, 
NEW NICOLLET. 


Six huadred 
in every detail at exception- 
ally reasonable: 
ful beds. 


Moderately priced Restau- 
e rant and Coffee Shop. 


Three blocks from” both 
depots. : 


Tourist Bureau directly 
posite, 


W. b. CLARK, 


le 
| 
| 

| 
| 

| 
| 
| 
| 
| 
| 
| 
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Yup—it’s Open House 
to our friends 
Aug. 7 to 11—at 
BOOTH 71 


I. B. C. A. Convention 
GRAND RAPIDS, MICH. 


Hope to meetcha! 
We'll treatcha oilright! 


Write today for our New . 
Low Quantity Prices. 


MARDEN- WILD Corp. 


512 Columbia St., - Somerville, Mass. 


more off Healthful 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange. 
St. Louis, Mo. 


212 East Ohio St., - Chicago, Ill. 
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MYLES 
LOUISIANA SALT 


‘“‘Nature’s Purest’”’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 
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RIEBS VIEW 


Vol. 1, No. 8. 


August, 1933 


Milwaukee, Wis. 


Courtesy 
Pays Big 
Dividends 


A retailer tried an 
experiment -in court- 
esy. On a certain day 
he had his employees 
show only ordinary 
courtesy to customers. 
The average sale per 
buyer that day was 28 
cents. The next day 
he instructed his sales- 
people to extend such 
courtesies as calling 
the customer by name, 
showing a special in- 
terest in helping him 
to find the article that 
would best meet his 
needs, and accom- 
panying him to the 
door. That day the 
average sale was 90 
cents, proving that 
courtesy pays big re- 
turns. 


“Jimmy, Aunt 
Louise will never kiss 
you with that dirty 
face.” 

“That’s what I fig- 

red.” 


In these days of 
competition the on- 
ly way to get well 
heeled is to keep on 
your toes. 


Prepare Now for Fall 
And Winter Business 


Fall business for 
feed dealers will soon 
be in full swing and 
now is the time to 
prepare for it. 

good beginning is 
to check over present 
stocks and to deter- 
mine what is needed 
to fill out a well-bal- 
anced volume of mer- 
chandise. Nothing 
drives a customer else- 
where faster than to 
tell him that the item 
he wants is not on 
hand. 

Another important 
job which should re- 
ceive attention before 
the fall and winter 
volume begins is the 
cleaning up of ol 
accounts. Dairymen 
usually receive larger 
milk checks during the 
summer months and 
should be in a favor- 
able position to pay 
their feed bills right 
at this time. The 
dealer is also in need 
of funds to purchase 
his fall and winter 
requirements and will 
be seriously handi- 
capped if his books 
are burdened with 


uncollected accounts. 

Last but not least, 
a good merchandising 
campaign should be 
planned. Mailing lists 
should be weeded out 
and corrected, cuts 
and advertising liter- 
ature should be ob- 
tained from the manu- 
facturers and the sales 
force should meet reg- 
ularly to contribute 
ideas and keep in 
touch with the store’s 
aims and policies. 

The profit which 
dealers will make dur- 
ing the forthcoming 
fall and winter months 
will depend largely on 
how well they prepare 
themselves for it and 
carry out their plans. 
Business isn’t, by any 
means, going to fall 
like magic into the 
laps of those who wait. 
The greatest rewards 
will come to the men 
who go out after it in 
a systematic way. 


They say women 
trust in God more 
than men. You can 
tell that by the way 
they drive. 


Published Monthly by The Riebs Co., Milwaukee 


Deal With... 


FROEDTERT 


for 


Known Responsibility 


Guaranteed Quality 


Unexcelled Service 


Reasonable Prices 


Froedtert Grain & Malting Co. 


Feed and Grain 
MILWAUKEE, WIS. 


Note 
side 
sacking 


spou—> 


... for 


ed. 


EUREKA 
VERTICAL 


MIXER 


rapid and 


thorough mixing 
of dry or molasses 
feeds, a type for 
installation wher- 
ever space is limit- 


Write for bulletins describing in detail 
our full line of different types of mixers. 


S. HOWES CoO., INC. 
SILVER CREEK, N. Y. 


Puts you 
in the Lead! 


Profits Now With 
the World’s Greatest Feed Grinder 


Antiquated gtinding equipment won’t do any more. Speedy 
action is required to get and hold the new grinding business 
that is on the way. 

In the “Jay Bee” Hammer mill you get the best that science 
and skill can produce—a grinder that is lowest cost in the long 
run because of its greater capacity, greater dependability, longer 
life and lower operating and maintenance expense. 

Any “Jay Bee” mill is a good investment. Get one now and be 
convinced of its great earning power. Sizes and styles from 12 
H. P. to 200 H. P. with belt, V-belt and direct-connected drives. 

Over 18,000 Bossert made “Jay Bee” mills in use. Proof of their 
undisputed superiority. Write for descriptive literature today. 


“JAY BEE” 


J.B. SEDBERRY, Inc., 61 Hickory Street, Utica, N.Y. 
J. B. Sedberry Co., 819 Exchange Ave., Chicago, Ill. 
Jay Bee Sales Co., 442-444 Live 
Kansas City, Mo. 
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REASON 


why you should use CLO-TRATE 


in your Poultry Feed 


CLO-TRATE 


Provides an adequate supply 
of both Vitamins A & D 


You need an adequate supply of both Vita- 
mins A and D in your feed to insure maximum 
growth, resistance to infection and to prevent 
rickets. CILO-TRATE supplies the ideal com- 
bination of these vitamins as found in cod 
liver oil. 


CLO-TRATE 


Is more economical 
than straight oil 


It is recommended for use at a level of lg 
of 1% of the total ration. Not only do you 
save on shipping and storage charges, but, 
when you use CLO-TRATE, you add less 
fat to the ration and obtain greater utiliza- 
tion of the vitamins. 


CLO-TRATE 


Contains a minimum of fats 


It’s the vitamins in cod liver oil that make 
it so valuable to poultry. The fats in the oil 
are not only useless but excess fats are actually 
harmful to chickens. CLO-TRATE Concen- 
trated Cod Liver Oil supplies the needed vi- 
tamins with a minimum of fats. 


~ 


-CLO-TRATE 


Mixes readily 
with any feed 


Mix CLO-TRATE with a small quantity of 
the bran or other portion of the mash. Then 
mix this with the entire batch. In this way 
you have complete assurance of a thorough 
distribution of the vitamins throughout the 
feed. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


113 North 13th Street, Newark, N. J. 


CLO-TRATE 


Reg. U. S. Pat. Off. 


323 West Polk Street, Chicago, Il 
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More For Your Money 


“The Processing Tax of 30c per 
bushel applies on all grades of wheat. 
It is no higher on the best quality 
spring wheat from which KING 
MIDAS is made than it is on wheat 
of inferior quality. In terms of 
flour, the tax is the same on the 
cheapest the market affords as it is 
on the best obtainable. 


Today, more than ever before, 


KING MIDAS, “THE HIGHEST 
PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS” 
gives you the best possible value 
for your money.” 


7 
THE GOLDEN TOUCE THE GOLDEN 
y 
sage 
MINNEAPOLIS, MINNESOTA 


